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FEBRUARY SUCCESS CIRCLE CALL: 
PREMIUM MINDSET 

Recording Transcript 

The	content	for	this	month	is	all	about	premium	offers.	Putting	out	premium	offers	is	
one	thing;	it	might	make	great	sense	for	your	business.	You’ve	seen	many	other	
businesses	have	premium	offers	so	it	makes	logical	sense.	Now	you	can	start	to	see	
where	it	fits	into	your	business	–	but	if	you	don’t	align	your	inner	game	and	your	
mindset	with	actually	putting	premium	offers	out	into	the	world,	you	will	never	be	able	
to	command	those	higher	fees.	So	much	about	the	part	around	premium	is	getting	your	
own	inner	game	aligned.		

I	want	to	look	at	six	different	areas	that	you	can	look	at	to	say,	“Where	do	I	need	a	tune	
up?	It	doesn’t	need	to	be	perfect.	My	inner	game	around	premium	looks	very	different	
today	than	it	did	when	I	launched	my	first	premium	offer.	It’s	got	to	be	that	process	
whereby	we	are	starting	to	make	shifts	internally	and	in	our	environment	so	that	we	can	
be	more	solid	in	those	premium	offers.	One	of	the	most	important	things	is	that	a	lot	of	
people	are	going	to	be	buying	into	your	confidence	that	you	can	help	them	at	that	level.	
That’s	a	big	part	of	that	selling	proposition.	If	there	are	areas	where	you	are	simply	not	
feeling	confident,	you’re	going	to	give	that	away	in	the	sales	conversation.	You’re	going	
to	communicate	that	and	then	you’re	going	to	start	to	think	that	premium	offers	just	
don’t	work	for	you.		Really	and	truly	your	inner	game	needs	a	tune-up.		

The	first	of	the	six	different	areas	we’re	going	to	look	at	is	the	area	of	influence.	When	
we	start	to	think	about	influence,	we’ve	got	to	think	about	people.	Who	are	the	people	
that	are	currently	influencing	you?	Who	are	you	surrounding	yourself	with?	I	think	it	
was	Jim	Rohn	who	said	we	are	the	average	of	the	five	people	we	hang	around	with	the	
most.	That	means	the	average	in	terms	of	the	mindset,	in	terms	of	values	and	certainly	
average	in	terms	of	the	fees	we’re	commanding	and	our	overall	revenue	and	income.	
Who	are	you	spending	a	lot	of	time	with?	Who	are	your	key	influencers?	These	might	be	
family	people,	spouses,	close	friends,	people	in	business,	etc.	Who	are	you	spending	
most	of	your	time	with?	That’s	going	to	give	you	a	very	clear	indicator	of	where	you	
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need	to	raise	your	own	game.	Do	you	need	to	invite	new	people	into	your	inner	circle?	
Who	are	the	types	of	people	that	you’d	really	like	to	spend	time	with?	Do	they	inspire	
you	just	be	their	way	of	being	–	to	be	more,	to	do	more,	to	serve	more?	Does	being	
around	them	constantly	make	you	want	to	raise	your	own	game?	Or	are	these	people	
that	you	think	you’re	doing	all	the	inspiring	and	you	constantly	have	to	life	them	up	and	
drag	them	with	you	or	convince	them	that	what	you’re	doing	is	the	right	thing.	Are	they	
naysayers?	Whatever	you’re	doing,	are	you	constantly	having	to	go	against	those	people	
and	it	feels	like	hard	work?		

Think	about	this	and	write	down	the	five	names	of	the	five	people	that	you	spend	the	
most	time	with.	How	is	it	that	they	help	you	or	hinder	you	in	terms	of	raising	your	own	
inner	game	especially	around	being	a	premium	service	provider?	Are	these	the	people	
that	are	going	to	say,	“You	absolutely	should	be.	You’re	worth	so	much	more.	You’re	
amazing	at	what	you	do.	Yes,	you	should	be	charging	more,”	or	are	they	going	to	be	
saying	things	like,	“Who	the	heck	do	you	think	you	are?	Nobody’s	ever	going	to	pay	you	
those	fees”?	Think	about	influence	–	that’s	the	first	place	to	look.		

The	next	place	is	your	own	inner	game.	We’re	looking	at	the	people	you	surround	
yourself	with;	now	go	within	for	a	moment.	When	we	talk	about	your	own	inner	game,	
we’re	really	looking	at	your	beliefs,	your	thinking,	your	own	mindset	and	your	own	
emotional	responses	to	be	able	to	charge	more	premium	prices	for	your	services.	
Imagine	you	start	with	fifty	percent	more	than	you’re	currently	doing;	that	might	be	a	
good	place	for	some	of	you	to	start.	What	are	the	beliefs	and	thoughts	that	immediately	
pop	up?	What	are	the	emotions	that	you	experience	when	you	even	think	about	
charging	more?	Does	it	fill	you	with	Excitement?	Fear?	Do	you	all	of	the	sudden	feel	
greedy	and	selfish?	Do	you	feel	constricted	by	wanting	to	charge	or	does	it	feel	more	
expansive,	abundant	and	exciting?	Do	you	find	your	mindset	going	into	the	place	of,	
“Nobody	is	going	to	pay	me	those	fees,”	or	is	it	more,	“I’d	love	to	see	what’s	possible.	
That	would	be	amazing	to	be	able	to	command	higher	fees”?			

Here’s	the	thing	with	that	inner	game:	we’ve	got	to	get	aligned	with	that	offer	you	want	
to	put	out	into	the	world.	If	you	don’t	believe	that	people	are	going	to	be	able	to	pay	
and	invest	at	that	premium	level	with	you,	then	you’re	not	going	to	attract	clients.	
You’re	going	to	attract	that	clients	that	prove	you	correct	–	clients	who	ask	for	discounts	
and	say	that	they’d	love	to	work	with	you	but	they	can’t	afford	you.	Or	you	won’t	be	
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having	any	conversations	at	all	or	find	yourself	backing	down	in	the	sales	conversation.	
All	of	the	sudden	you’re	making	these	special	offers	on	the	fly	and	selling	your	services	
short.	This	is	why	I	say	premium	is	completely	relative.	It	can	be	anything	from	
commanding	$2,000	for	your	services	all	the	way	to	$100,000	–	six	figures.	That’s	the	
massive	range	that	it	could	be.	It’s	going	to	be	really	personal	where	you	feel	the	stretch	
to	get	started.	That’s	totally	okay.	The	whole	point	with	your	inner	game	is	it	has	to	be	
just	on	the	border	of	stretching	and	exciting	and	thrilling	but	yet	still	believable	and	
doable.	If	you	really	don’t	believe	it	to	be	possible,	that’s	exactly	what	you’ll	attract	and	
you’ll	prove	yourself	right.		

I	really	want	you	to	think	about	the	emotions	that	come	up	for	you	when	you	think	
about	going	premium.	It’s	the	emotional	component	that	will	stop	you	the	most.	Think	
about	your	own	judgments	about	other	people	who	are	commanding	higher	fees,	other	
people	that	are	more	successful	and	earn	more	money	in	business.	Are	you	inspired	by	
them	or	do	you	have	a	lot	of	judgment?	Are	there	some	people	that	you	are	inspired	by	
and	others	that	you	never	want	to	be	like?	This	is	also	the	place	where	those	emotions	
and	those	judgments	are	going	to	come	up.	We’ve	all	got	bad	examples:	people	that	are	
doing	business	in	a	way	that	we	wouldn’t	want	to	be	and	we	don’t	want	to	be	
associated	with	them.	Therefore	instead	of	trying	to	find	our	own	way	inside	of	
premium,	we	go	the	other	way,	saying,	“That’s	not	for	me.	I’m	going	to	serve	everybody.	
I’m	going	to	go	low-end.	That’s	how	I’m	going	to	do	this.”	How	is	it	that	you	want	to	be	
offering	your	fee	and	service	and	who	do	you	want	to	be	inside	of	that?	This	is	all	about	
inner	game	work.		

The	next	place	you	have	to	look	at	now	is	your	identity.	We’ve	looked	at	influence.	
We’ve	looked	at	inner	game.	We’re	not	going	to	look	at	identity.	Do	you	look	the	part	
for	that	premium	service	that	you	want	to	be	a	role	model	for?	You	don’t	have	to	be	
perfect	but	is	there	congruency	around	looking	the	part,	your	identity?	If	you’re	in	the	
health	field,	do	you	actually	look	healthy?	If	you’re	a	personal	trainer,	do	you	look	fit?	I	
met	a	personal	trainer	recently	who	must	have	been	at	least	fifty	pounds	overweight.	
That	doesn’t	look	the	part.	People	judge	us	on	our	appearance,	like	it	or	not.	Do	you	
look	put	together?	Do	you	look	like	people	can	trust	you	and	like	you’re	confident	about	
what	you’re	doing?	People	will	judge	you	in	the	very	first	few	seconds	of	meeting	you	
and	if	you	don’t	look	the	part	you’ve	now	got	to	do	an	awful	lot	more	work	to	convince	
them	otherwise.	If	you	make	those	initial	impressions	that	your	identity	fits	with	the	
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premium	offer	that	you’re	wanting	to	make,	now	the	attention	is	not	in	that	gap	of,	“Do	
I	trust	this	person	or	not?”	It’s	more	on	needs	and	how	you	can	help	them.	Identity	is	
also	going	to	come	through	in	your	business	material.	Your	website	doesn’t	have	to	be	
perfect,	but	does	it	have	that	feel	of	somebody	that	knows	what	they’re	up	to?	Your	
marketing	material	–	that	might	be	as	simple	as	a	business	card	or	a	postcard.	It	doesn’t	
have	to	be	anything	fancy	but	is	it	speaking	to	that	identity	that	you	know	what	you’re	
doing?	That	you’re	somebody	that	they	can	trust?	You	can	build	confidence.	Where	is	it	
that	your	identity	needs	a	tune	up?	What	are	some	areas	that	you	really	need	to	make	
some	changes?		

The	next	area	is	about	your	standards.	As	you	start	to	move	into	offering	higher	and	
higher	premium	services,	you	will	quickly	realize	that	there	are	places	that	you	have	got	
to	raise	your	standard.	You	can	no	longer	be	willing	to	tolerate	what	you	were	willing	to	
tolerate	in	the	past.	This	is	probably	one	of	the	most	attractive	places	I’ve	found	around	
offering	premium	services:	they	cause	you	to	up	your	own	game.	Previously,	you	might	
not	have	been	organized.	You	might	have	been	winging	it	and	not	had	systems	in	place.	
Perhaps	you	were	creating	your	marketing	materials	on	the	fly	the	whole	time.	Those	
places	where	you	used	to	be	able	to	just	get	by	–	now	all	of	the	sudden	you’ve	got	to	up	
your	game	in	terms	of	attracting	those	premium	clients.	Where	are	those	standards?	
What	are	those	things	that	you’ve	been	tolerating	up	until	now	that	you’ve	got	t	to	
change	in	order	to	raise	your	game?	Perhaps	it’s	getting	back	to	people	and	being	more	
responsive.	When	you	receive	emails,	now	you’ve	got	some	standard	replies	that	you	
can	send	out	to	people.	Perhaps	it’s	that	you	meet	them	at	a	networking	event	and	you	
say	you’re	going	to	follow	up	and	send	them	something.	We’ve	all	done	it;	we	forget	
and	we	get	busy.	Now	all	of	the	sudden,	you’ve	got	to	find	a	system	and	a	way	that	
when	you	meet	somebody,	you	can	be	that	person	that	follows	up	immediately	or	in	the	
next	couple	of	hours.	You’re	delivering	on	your	promises.	It’s	going	to	really	cause	you	
to	think	about	those	places	where	you	can	raise	your	standard	so	that	you	are	more	
reflective	of	that	premium	offer.			

That	brings	me	to	congruency.	It’s	linked	to	standards	and	it’s	particularly	around	
money.	Congruency	around	money.	You	cannot	ask	somebody	to	invest	at	a	level	that	
you	are	not	willing	to	invest	at	yourself.	The	good	news	is	a	lot	of	you	are	investing	
heavily	in	yourself	just	by	being	in	this	program.	For	a	lot	of	you,	this	isn’t	going	to	be	
relevant	but	there	are	still	parts	of	it	that	are.	What	do	I	mean	by	congruency?	Let’s	say	
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you	decided	that	your	premium	offer	is	going	to	be	$30,000	for	the	year.	You’ve	got	to	
ask	yourself:	Have	you	made	that	level	of	investment	in	yourself?	Do	you	know	what	
that	really	entails?	Do	you	understand	the	emotional	journey	that	people	go	on	when	
they	invest	at	that	level?	Do	you	understand	intimately	how	it	might	cause	you	to	step	
or	it	might	cause	fear	to	come	into	the	game	as	well?	Do	you	really	understand	what	
that’s	like?	It’s	out	of	integrity	for	you	to	expect	people	to	invest	in	you	and	your	
services	at	a	level	higher	than	you	would	be	willing	to	do	yourself.	This	will	show	up	in	
the	sales	conversation.	The	minute	somebody	gives	you	an	objection,	you	will	not	be	
able	to	be	in	your	power	because	you	haven’t	done	that	thing	that	you’re	expecting	
somebody	else	to	do.	That’s	a	lack	of	integrity.		

Most	of	you	are	investing	in	yourself	in	high	levels	in	this	program.	Think	about	your	
money	habits.	Are	there	places	where	you’re	asking	for	discounts	from	people?	Are	
there	places	where	you’re	not	paying	on	time?	You’re	letting	things	slip?	By	having	an	
empowered	conversation	about	a	late	payment,	you’re	hiding	out	and	avoiding	it	
hoping	it’s	going	to	sort	itself	out.	How	are	you	showing	up	as	a	premium	client	
yourself?	This	is	the	most	important	part	to	be	looking	at.	If	you	want	to	offer	premium,	
you’ve	got	to	go	first	and	lead	the	way.	It’s	not	thinking,	“I’ll	get	those	premium	clients	
and	then	I’ll	clean	up	my	act.”	We	do	that	first.	This	is	about	leadership.	If	you	want	to	
attract	premium	clients,	you’ve	got	to	demonstrate	that	you’re	leading.	Think	about	
those	places	particularly	around	money	where	that	lack	of	congruency	might	show	up	
and	set	yourself	some	goals	to	clean	up	there.	It	doesn’t	have	to	be	perfect	but	you’ve	
got	to	be	in	the	process	of	making	those	improvements.	You	need	to	know	that	you’re	in	
integrity.		

The	last	place	to	think	about	for	changing	and	upleveling		your	mindset	is	around	
environment.	We	talked	about	people	–	your	inner	five	–	but	your	environment	is	a	
constant	reminder	back	to	you	of	your	own	identity.	Most	times	it’s	a	constant	reminder	
of	your	former	identity	that	you	want	to	evolve	and	move	away	from.		Unconsciously,	
those	are	places	we	all	frequent.	We	are	operating	in	the	same	circles.	We	go	to	the	
same	stores,	take	the	same	journeys,	sit	in	our	office	and	in	our	car.	For	most	of	us	most	
of	the	time,	our	environment	remains	very	static.	How	do	we	upgrade	our	current	
environment	and	change	it	so	that	it	becomes	more	reflective	of	that	business	person	
we	want	to	be	–	the	business	leader	who	is	commanding	those	higher	fees.	Look	around	
honestly.	Is	your	environment	reflective	of	that?	What	sort	of	changes	do	you	need	to	
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make?	This	is	where	you’re	going	to	come	back	to	places	like	thinking	about	your	desk,	
your	office,	the	inside	of	your	car,	the	places	that	you	look	at	the	whole	time,	the	inside	
of	your	handbag	or	wallet,	etc.	Those	are	constant	reminders	back	to	you	of	your	former	
self.	At	a	deeper	level,	they’re	going	to	be	sending	you	a	message	that	you’re	not	ready	
and	that	you	have	to	up	your	game.	Who	are	you	to	think	that	you	can	charge	premium	
fees?	So	we	want	to	think	about	ways	that	you	can	upgrade	those	environments.		

One	of	the	things	I’ve	always	loved	to	do	since	I’ve	had	my	office	here	is	the	States	is	
have	fresh	flowers.	I	frequently	–	every	week	–	buy	myself	fresh	flowers	or	I	have	a	new	
orchid	on	my	desk	in	my	home	office.	It’s	something	that	feels	indulgent;	it	makes	me	
feel	good	and	like	the	powerful	business	leader	that	I	want	to	be.	It’s	a	lovely	reflection	
back	to	me	that	I’m	building	the	business	in	the	way	I	want	to	and	that’s	meaningful	to	
me	–	and	I	get	to	have	flowers	on	my	desk.	It’s	not	a	major	investment	but	yet	the	
power	of	what	that	does	for	my	own	environment	and	my	own	mindset	I	get	back	
tenfold.	Think	about	what	that	is	for	you.	Where	is	it	you	need	to	upgrade?	Perhaps	it’s	
your	wardrobe.	Go	through	your	closet	and	clean	out	things	that	simply	no	longer	serve	
you.	Get	rid	of	clutter.	Perhaps	it	is	time	to	upgrade	some	new	accessories.	When	I	first	
got	that	corporate	deal,	the	very	first	thing	I	did	was	invest	in	a	classic	wrap	dress	and	
high	heeled	boots,	nice	pieces	of	jewelry	and	an	executive	briefcase.	That	was	my	
uniform	that	I	invested	in	to	go	and	present	myself	to	that	corporation	which	then	
landed	me	a	six	figure	deal.	I	had	to	make	sure	that	I	looked	the	part	because	prior	to	
that	my	wardrobe	had	been	very	“stay-at-home	mom.”	My	business	was	as	a	health	
coach	and	I	was	in	sports	gear	most	of	the	time	taking	people	out	for	a	massive	hike	or	
walking	around	lakes.	It	wasn’t	congruent	with	that	new	version	of	myself	that	I	needed	
to	step	into.		

I’m	going	to	recap	those	six	different	areas	and	you	might	say	there’s	just	one	you	want	
to	focus	on	for	now	that’s	really	going	to	be	the	game	changer	–	or	pick	a	couple	of	
areas.	Influence:	Who	is	in	your	inner	five	right	now	and	who	do	you	want	in	your	inner	
five?	Your	inner	game:	What’s	happening	around	your	beliefs	and	emotions,	particularly	
around	money	and	being	able	to	command	those	higher	fees?	Identity:	Are	you	looking	
and	acting	the	part?	Are	you	building	confidence	and	trust	by	how	you	show	up?	Look	at	
your	marketing	materials	–	from	your	business	cards	to	your	website.	Does	it	look	the	
part?	Standards:	What	are	you	no	longer	willing	to	tolerate	and	where	do	you	need	to	
up	your	own	game	so	that	you	attract	premium	clients?	I	think	that’s	one	of	the	most	
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exciting	places	to	look	because	attracting	premium	clients	means	you	get	to	step	up	as	
well.	Once	you	step	up	significantly,	you’re	not	going	to	go	back.	Life	just	gets	easier.	
Congruency	–	particularly	around	money.	Where	are	you	out	of	integrity?	What	are	you	
willing	to	invest?	Where	do	you	ask	for	discounts	or	not	pay	on	time?	Not	showing	up	as	
premium	client.	You	go	first.	Lastly,	your	environment:	What	do	you	need	to	change	or	
shift	in	your	environment	so	that	the	reflection	back	to	you	is	of	the	new	version	of	the	
business	owner	who	can	command	premium	fees?		


